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The keys to dramatic results: timing, coordination and the element of surprise 
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On the playing field or in the 
marketplace, there's a special way to 
bring about change, to shift momentum 
and gain the competitive edge. In sports it’s 
called the Power Play. In the marketing of 
consumer goods, it’s Product Sampling. 
Each is a strategy that uses timing, 
coordination and the element of surprise 
to achieve quick, dramatic results. 

Each can be an irresistible force. 

The consumer marketing Power Play 
brings the dynamics of media advertising 
and cents-off couponing together with the 
appeal of “free” sampling to produce an 
extraordinary effect on target audiences: 
generating brand awareness, product trial 
and purchase action on an enormous scale 
—practically overnight. 

For you, that means case movement. 
Sales performance. Market share. 

Donnelley's Field Marketing Services 
staff can develop and implement such a 
strategy for you. With more than 60 years 
of experience—a national network of 
trained personnel — and the know-how 
gained from dozens of successful sampling 
campaigns. 



Somewhere in these pages is a Product 
Sampling or Special Couponing program 
that can help you: 

• launch a new brand 

• open a new product category 

• boost market share 

• move stock out of inventory 

• protect your consumer franchise 

• move into new territories 

• counter competitive moves 

.. .or serve other special marketing 
purposes. 

Read why the Power Plays work. 

How they match specific product 
characteristics. How you can use them 
to achieve success. g 

Then call Donnelley. ® 
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Power Play #1 



There are 80 million residential 
households in the United States, 70 million 
(87 percent) of which are represented in 
the Donnelley Data Base, the largest 
reservoir of marketing-related 
demographic information in existence. 
Each of these households is an actual or 
potential user group for a wide range 
of consumer products. Donnelley uses 
syndicated research to determine product 
usage incidence among specific groups, so 
you can pick your targets. 

House-to-house distribution is an 
efficient and cost-effective system for 
delivering bulky, perishable, fragile or 
heavy samples—with cents-off coupons-for 
follow-up purchase—to the families able 
and most likely to respond. Geographic 
selection allows you to direct your efforts to 
specific metro markets . . . sales 
regions... radio/tv coverage areas... food 
brokerage territories... retail trading 
areas. Using motorized distributors, crews 
working from vans and other 
combinations, you can achieve the highest 
possible (up to 80 percent) penetration. 
Costs can sometimes be shared with other 
companies distributing in the same areas. 

Lead time: 4 to 6 weeks. 



Boost sales in 
designated markets 
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There are 34,900 supermarkets with 
annual sales of $1 million or more* in the 
United States, 12,000 (34%) of which are 
high-volume outlets in counties wiiere half 
the buying population accounts for two- 
thirds of all consumer goods sold. 

Donnelley can select those supermarkets 
where in-store taste sampling and 
couponing will have maximum impact — 
and generate trial and purchase action at 
a dozen, a hundred or a thousand retail 
locations, simultaneously on heavy 
shopping days over any period of time. 

Donnelley coordinates its activities with 
your sales organization and the trade. Sets 
up and operates cooking demonstrations on 
the premises. Handles hundreds of other 
program details. 

And, through the Donnelley Marketing 
CONTACT® program, the manufacturer 
can share in-store couponing costs by 
participating in a cooperative coupon 
booklet distribution to shoppers at up to 
4,000 supermarkets nationwide. 

Lead time: 3 to 5 weeks. 

10 weeks for “Contact 
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Distributing coupons and samples 
outside the supermarket allows you to 
select the consumers you want to reach 
according to age, sex or stated usage 
preference. Couponing to shoppers 
entering the store combines selectivity 
with the ability to direct consumers 
straight to the shelves stocked with your 
brand. Sampling and couponing to them on 
the way out is a way of distributing bulky 
packages without interfering with in-store 
traffic flow, while providing a cents-off 
incentive for follow-up purchases on the 
next shopping trip. 

Because they take place in a buying 
environment against a background of 
strong trade support, near-store and in¬ 
store promotions are most effective for 
overcoming consumer resistance to trial, 
and for boosting sales performance where 
market share is low but category usage 
is not. 

High visibility and quick coupon 
redemption earn trade cooperation and 
support in the form of extra shelf space 
and special displays for featured products. 

Lead time: 4 to 6 weeks. 



for an established brand 
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Power Play #4 






Concerts, rodeos, conventions, business 
meetings, festivals —and dozens of other 
events that attract audiences with common 
interests —are excellent opportunities for 
distributing samples and coupons for a 
wide range of products. 

The events themselves define and limit 
the sizes of audiences, which facilitates 
planning. The fact that they take place 
at specific times and locations makes 
scheduling and logistics relatively simple. 
And the consumer who receives the sample 
tends to associate the featured brand with 
the color and excitement of the event. 

Special-events sampling is becoming 
increasingly popular with manufacturers 
who prefer to aim their marketing efforts 
at audiences they know come close to 
matching their products' brand profiles. To 
reinforce the brand message and generate 
excitement, some companies create hats, 
banners, posters and cartoon characters 
for a sampling campaign, and others go so 
far as to underwrite the event itself for 
the opportunity to feature it in media 
advertising. Best for products that can be 
consumed on the spot or carried in purse or 
pocket. 

Lead time: 2 to 4 weeks. 
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Power Play #5 


Stationing sample distributors at 
locations where there is high pedestrian 
traffic is an efficient, flexible method for 
generating brand trial on a very large 
scale in a relatively short period of time. 
The high visibility to consumers of the 
sampling operation itself reinforces brand 
awareness and allows small crews to move 
with the ebb and flow of foot traffic at 
downtown street-corner locations, busy 
shopping areas, the entrances to large 
buildings and other public places. 

High-traffic sampling creates quick 
demand at high volume for both the new 
and established brand, especially one with 
a broad usage profile. The manufacturer 
can select his audience by having samplers 
distribute according to sex, age, or stated 
usage preference. Coupons inserted in or 
attached to sample packages encourage 
follow-up purchases in larger sizes or 
quantities—a way of “leveraging” follow-up 
sales for increased market share. Literally 
thousands of samples and coupons can be 
distributed in a few hours' time in a single 
city. 

Sample sizes should be small enough to 
be carried in a pocket, purse or by hand. 

Lead time: 1 to 3 weeks. 
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Putting free samples into the hands of 
hundreds, thousands even millions of 
qualified consumers to guarantee trial may 
be the best way—or the only way—to 
demonstrate the quality of yot 
product. 

Here are some questions 
Donnelley can help you 
answer before launching 
a Power Play: 



[ow much produ 
ill we need—and 
>w can we avoid 
)ut-of-stock situations? 


Which time of 
year is best—; j 
and what is the ! 
consumption rate 
for other brands! 
in our category? fll 
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There is no one better equipped to 
handle your program than Donnelley 
Marketing. Here’s why: 

Donnelley offers the full range of 
consumer marketing services. That 
means you can select from a variety of 
proven sampling and couponing 
techniques. If one will serve you better 
than another — if direct-mail is more 
cost-efficient; or a combination of 
services is required — the advice you’ll 
get is from a company that is not 
wedded to a particular distribution 
specialty or point of view. 

Donnelley has the know-how to 
make your strategy work. Backing- 
up your Account Executive is a team of 
seasoned field marketing professionals 
who will see your campaign through to 
completion. Sixty years in the forefront 
and the largest on-staff field force in 
the industry means you’re dealing with 
a reputable, competent organization 
that didn’t go into business after it got 
your order. 

Donnelley has the creative ability to 
make your Power Play stand out. 

Sampling and couponing is still as 
much an art as it is a science. Choosing 


the right people to represent your 
products... deploying them 
correctly... building your relationship 
with the public and the trade... coming 
up with ideas that add sparkle and 
excitement,.. these are some of the 
intangibles that can make or break 
even a simple effort. With Donnelley 
calling the plays you get first-class 
treatment from a company that insists 
on quality. 

Donnelley operates with an eye on 
Murphy’s La'w—that if anything can 
go wrong, it will. Experience has 
taught our managers what problems to 
watch for and how to deal with the 
human frailties that cause them. The 
result is a flexible, pragmatic approach 
to getting the job done with minimum 
waste and maximum accountability. 

Go with a winner 

Sampling and couponing consumer 
products is a highly specialized 
marketing technique. When your 
brand is ready for the performance a 
Power Play can deliver, call in the 
experts: Donnelley Marketing and its 
Field Marketing Services organization. 
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